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Sales 

As in each year of our history, net sales exceeded those of the pre¬ 
ceding year. The average annual increase has been 18Vi per cent 
over the past 10 years. 


Projits 

Net profit after taxes continued to increase for the 10th successive 
year, in line with the Company’s long-established earnings trend. 


Bobbie Brooks, Incorporated 
1961 Results in Brief 


Year Ending April 30 1961 (,) 

Operations: 

Net Sales.$44,067,700 

Earnings Before Income Taxes. 4,087,100 

Earnings After Income Taxes. 1,986,000 


Net Earnings Per Share Based on Average Number of Shares Outstanding 
During Year. 


1960 


$35,721,000 

3,451,400 

1,651,800 

1.35 (2) 


Financial: 

Working Capital. 

Current Ratio. 

Property, Plant and Equipment—Net . 
Shareholders’ Equity. 


$ 6,047,800 
1.7 

5,001,100 

8,591,400 


$ 4,820,200 
1.7 

2,310,100 

6,919,400 


(1) 1961 results reflect acquisition of businesses in 1961 on a “pooling of interests” basis. 

(2) Based on 1,351,609 shares now outstanding, the earnings per share for I960 would be $1.22. 
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Report from the President 



To Our Shareholders: 

Sales and profits of Bobbie Brooks during the fiscal year ended April 30 continued to show the 
steady growth characteristic of our operations. 

Net sales of $44,067,700 were $8,346,700 or 23 per cent higher than during the preceding year, 
with $2,325,800 of this increase resulting from acquisition of Abby Michael, Ltd., including its affiliate 
Leslie Dale, Ltd. Our sales have shown an increase during every 12-month period since the Company 
was founded 22 years ago. 

Net profit after taxes was $1,986,000, a gain of 20 per cent over the preceding year. This includes 
$97,600 in combined net earnings of Abby Michael and Leslie Dale. Our profits exclusive of our newly 
acquired businesses have now increased each year for 10 consecutive years. 

Basic Strength 

We incurred major expenses during the past year to provide greater management depth and also 
improved our physical facilities as a means of assuring the highest standards of service and preparing 
for future growth. 

Our substantial sales and profit increase in the face of these expenses and a national recession is 
evidence of the Company’s sound basic strength and of the dynamic potential represented by the 
young adult women’s apparel market. 

Service Program 

Establishing of sales offices and showrooms in major metropolitan areas, expanded styling facilities, 
and electronic integration of production and distribution functions for faster delivery are typical of 
many steps taken during the past year to maintain and build higher standards of service to the retail 
stores which sell our apparel. 
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This chart, reproduced by courtesy of Business Week, shows the 
long-range growth trend of the 15 through 24 year old age group 
served by Bobbie Brooks and of the younger age groups which 
will move into our market target area during the years ahead. 
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We believe that our position as one of the largest manufacturers of outer-wear for young women 
from 15 through 24 will enable us to focus even greater resources on developing better products and 
services for our customers. This is a constant objective in all of our growth programs. 


Youth’s Decade 


The heart of our service and growth program lies in providing retailers with the products needed 
to set up one-stop departments where young adult women can buy an entire quality wardrobe, co¬ 
ordinated in terms of styling and color, and offered within the range of a moderate budget. 

There were 64,000,000 Americans under the age of 18 in 1960, and the 15 through 24 age group 
we serve will increase four times faster in the 1960's than it did in the 1950 s. This is youth s decade. 

Whether we can maintain our traditional ability to grow even faster than the market we serve 
depends on our own skills and ability. As a result of our long experience in the young adult women’s 
apparel market, we believe that the opportunity open to us today is greater than ever before. 


New Programs 


Purchase of Abby Michael, Ltd., was our first acquisition of another company selling under its 
own brand name. Abby Michael is a young and fast-growing organization whose line of young adult 
apparel in a higher-priced field offers a good potential for additional sales volume. 

Our international licensing program, while still small in terms of revenues, has shown encouraging 
growth. With living standards rising in many parts of the world, growing young adult populations 
are becoming more style conscious, and we look to our foreign business for a worthwhile long-range 
contribution to revenues and profits. 



Bookings and shipments for the current Fall Season once again are showing a substantial in¬ 
crease over the comparable period last year, and our forecasts are for another year of sales growth 
and profit improvement. 

Although Bobbie Brooks sales during the past year were at a record high of over $44,000,000, 
these sales still represented only an estimated $5.71 out of every $1000 worth of all apparel sold in 
the United States, or slightly more than one-half of one per cent. These figures indicate that there is 
unlimited opportunity for growth in this vast and essential apparel market. 

Based on past experience and present market potentials, I believe that Bobbie Brooks can main¬ 
tain its traditional average annual growth rate of 15 per cent or better in the foreseeable future, and 
we are striving to undertake this program in a sound, orderly manner emphasizing our traditional 
policies of good styling, high quality, and constantly better service to our customers. 



July 31, 1961 


Maurice Saltzman, 
President 








Preparations for Progress 

Financial Information 

The Company materially strengthened its financial position during the past year while at the 
same time paying the cost of a long-range program to improve operating efficiencies and prepare 
for future growth. 

A 15-year loan agreement with The Ford Foundation provided $2,500,000. This was used to 
refinance our large Cleveland headquarters and distribution center, retiring $1,490,000 in notes and 
mortgages principally covering this property. The remainder increased our working capital by about 
$1,000,000. This is the first real estate loan and the first loan to an apparel company made by The 
Ford Foundation. 

Working capital reached $6,047,800 on April 30, compared with $4,820,200 a year ago. Unsecured 
seasonal lines of bank credit for the current fiscal year have been increased to $6,000,000. 

Computer System 

A gradual, step-by-step computer program is leading to a greater integration of marketing, manufac¬ 
turing and financial operations. 

An electronic data processing department has been established as part of the Cleveland distribu¬ 
tion headquarters, and is utilizing a Dual Ramac 305 system for electronic scanning of inventory. 

Since 400,000 separate checks against inventory are necessary to handle orders on hand at any 
one time, in various styles, colors and sizes, computers offer a major potential for reducing the cost 
of personal checking and counting of stock. Installation next spring of the apparel industry’s first 
IBM 1410 Ramac will enable the Company to review its entire order file in a single day, compared 
with the 15 days now required, and should therefore increase greatly our efficiency in processing and 
shipping customer orders. 

Fast analysis of incoming orders by computer makes us better able to coordinate production 
of 9 Company plants and 40 supplier plants with demand. This helps to reduce shortages of popular 
items and avoids inventory accumulation of slower-moving items. The computer system also will be 
used to mechanize accounting procedures. 

Profit Responsibility 

Use of electronic data processing equipment to provide complete detail on all operations has 
also facilitated a newly developed profit responsibility program. This provides each major department 
with an exact measure of profit contribution on a constant basis, so that immediate corrective action 
can be taken as required to maintain established profit goals. 

Indications to date are that the computer and profit responsibility programs will result in large 
savings and a substantial contribution to earnings. 

Facilities 

Our new Cleveland distribution center, with two miles of conveyorized material handling systems 
to mechanize and speed the filling and delivery of orders, is now in full operation and is playing a vital 



A view of our electronic data processing depart¬ 
ment, which speeds order allocation and delivery, 
and coordinates production of Company plants. 
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Over-all view of new Bobbie Brooks distribution 
center, with order consolidation area in foreground 
and hanging and boxed goods stored in background. 


9,000,000 garments a year are distributed from the 
center, which has two miles of conveyor systems and 
a shipping capacity of over 50,000 garments a day. 











role in improving operating efficiencies. During the past year, ownership of this distribution center 
was acquired by the Company as a result of its merger with The Kelley Avenue Corporation, the 
former owner. 

A constant inventory of approximately 1,000,000 units is accommodated in the center and the 
planned shipping rate of 50,000 items of hanging and boxed goods a day has already been exceeded 
on several occasions. 

Physical capacity of our manufacturing facilities has been doubled in the past two years. To 
maintain quality standards, expansion must be accompanied by gradual and comprehensive training 
programs for sewing machine operators. These programs have proceeded throughout the past year 
and our newer plants are now enjoying increased production volume as a result of higher operator 
efficiency. 

Exclusive of the acquisition by merger of the Cleveland headquarters and distribution center, a 
capital investment of $1,144,000 has been made during the past year in enlarging and improving 
production, distribution and office facilities. 

Personnel 

Bobbie Brooks employment now is at an all-time high of more than 2700 persons. Long-term 
contracts have been signed in the past year with the bargaining agent representing a majority of our 
manufacturing personnel. The Company’s employee relations have always been excellent, and there 
has never been a work stoppage at a Bobbie Brooks plant. 

Long-range organizational planning is a keystone of Company policy. To prepare for future 
growth and to conduct it in sound channels, Bobbie Brooks brought in many new members of manage¬ 
ment and promoted many others to positions of increased responsibility during the past year. These 
people are engaged in sales training, budget control, production planning, merchandising management, 
color analysis and similar positions. In addition, an executive training program has been established. 

This investment in people whose primary job is building for the future shows up as a major ex¬ 
pense on last year’s income statement. However, it is in line with the Company’s policy of constantly 
preparing-for improved service that will lead to continuing major growth. We believe that this invest¬ 
ment in capable young management personnel will serve as a tremendous asset in maintaining the 
progress of Bobbie Brooks. 

Shareholder Information 

Dividends of 42 Vi cents a share were paid during the fiscal year. An increase of 25 per cent in 
the quarterly dividend became effective on February 15, with a payment of 12Vi cents a share. A 
similar payment was made on May 15. 

On July 14, 1961, the directors voted an additional increase of 20 per cent in the quarterly dividend, 
declaring a quarterly dividend of 15 cents a share, payable on August 15 to shareholders of record 
on July 31. This is the third increase in the dividend since the Company’s shares were offered to the 
public in February of 1959, and the new quarterly dividend is 71 per cent higher than the initial divi¬ 
dend paid in 1959. This is in line with the Company’s policy of increasing the dividend as improved 
earnings and financial conditions warrant. 

The number of shareholders has continued to increase following the listing of the Company’s 
shares on the New York Stock Exchange in April, 1961. The number of shareholders on April 30 
this year was 4896, compared with 3898 on the same date last year, and this figure is continuing to rise. 

There now are 1,351,609 shares of stock outstanding, including the stock issued for acquisitions. 
Earnings per share were $1.47 on the basis of shares now outstanding. This compares with $1.35 a 
share based on the average number of shares outstanding during the preceding year, and with $1.22 
a share during the preceding year as adjusted to reflect the number of shares now outstanding. 

The shareholders’ equity reached $8,591,400 at year-end, compared with $6,919,400 on April 
30, last year. 








Tin- girl nio>l likrlx In ert|Oy the (acuity tee 

MMVJf coovetwtum and an aimosphara of food taste Shows 
it el her clothes too Wears an outht so right - she tits in beauHfullv She's 

wear go-logrlln*r> bx 

G>cSyW 


Marketing Through Service 
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Good service to the retail stores which sell our products is the primary 
objective of all Bobbie Brooks marketing and merchandising programs, and 
our growth is enabling us to bring service closer to the customer than ever before. 

The old concept of a traveling salesman exhibiting apparel in the hotel 
showroom is being replaced by a nation-wide network of Bobbie Brooks 
regional and metropolitan sales offices and showrooms in all principal cities. 
Twenty such facilities have been established to date, and more are planned. 

At the same time, an intensive sales training program is under way in¬ 
volving many weeks of classroom and field work to prepare qualified men for 
customer service work. Our marketing staff has been increased to more than 
100, compared with 74 representatives a year ago. This expansion is continuing. 

More men located closer to the customer mean that we can provide each 
store with better service by maintaining the closest possible liaison with its 
buyers and sales personnel. 

The Bobbie Brooks line is designed for sale in one-stop youth departments 
serving all the outer-wear needs of young women from 15 through 24. A single 
location for meeting all the apparel needs of young adults is not only popular 
with these customers, but provides unique benefits to stores in meeting today’s 
competitive problems. 

A store is able to set up a core operation under which it can increase its 
buying efficiency. The young adult who enters the store to buy just one item 
becomes a multiple sales customer. She also is a happier and better-dressed 
customer, pleased with the store that sets up a one-stop young adult center 
just for her. 
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To provide the products which retailers want to service their customers 
better, our merchandising and styling division also has been strengthened. 
Specific departments, each under its own merchandise manager, have been 
set up to concentrate on each of our major product lines ... in such items as 
sweaters, knitwear, and blouses. 

One result is a constantly greater diversity of our product line. For ex¬ 
ample, we expect substantial additions to sales during the current year from 
our new cotton and wool knitwear. 

The Company’s advertising and promotion programs have been expanded. 
Institutional advertising is presenting the Bobbie Brooks girl as the one most 
likely to be a leader . . . that is, most likely to be elected class president, to 
edit her school's yearbook, or to be at the head of the grand march during 
the junior prom. This theme emphasizes the good styling and quality of Bobbie 
Brooks apparel. 

Retail stores also are advertising the Bobbie Brooks brand name to pro¬ 
mote customer traffic. Dealers spent approximately $750,000 to advertise 
Bobbie Brooks merchandise in local newspapers and other media last year, 
according to the Advertising Checking Bureau. An estimated $250,000 also 
was spent by stores for mailings, displays and similar material. 

In addition to our own advertising, dealer stores thus spent in the neigh¬ 
borhood of $1,000,000 to promote the sale of Bobbie Brooks merchandise. 
This is a much larger figure than ever before. 

Bobbie Brooks serves quality stores ... the recognized leaders in their 
communities. Larger stores, and those with multiple outlets, are continuing to 
handle much greater volumes of Bobbie Brooks merchandise. 

Sales per retail customer climbed from $6500 in the preceding year to over 
$7100 during the year just ended, and this trend is a strong one, with an appre¬ 
ciable increase continuing in the number of stores whose annual purchases are 
in a range from $150,000 to $400,000. No single customer accounts for more 
than about one per cent of Company sales. 

Through the development of good products and the closest possible 
cooperation with retail dealer stores, Bobbie Brooks seeks to provide quality 
merchandisers with a type of service that will enable them to profit fully from 
the coming growth of the young adult market. 
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Long-Range Growth Planning 


Long-range growth is vital to any company today in absorbing the increasing costs of doing 
business and earning higher profits. In the apparel business, the ability to meet customer requirements 
and maintain good service through long-range efficiencies will in our opinion become increasingly 
important. 

For these reasons, Bobbie Brooks has always believed that corporate growth is vital to share¬ 
holders and customers alike, and continuing major long-range expansion continues to be a key ob¬ 
jective in our planning. 

In providing apparel for young adult women from 15 through 24, we work in the volume heart 
of the apparel market. No other group has as great an interest in or desire for new apparel. 

This group is growing very rapidly, and represents a predictable gain in market size. The size 
of our market is based on the known birth records of former years and the basic need and desire of 
young adult women to look their attractive best. 

Improved merchandising techniques by the nation’s stores, involving new convenience and new 
wardrobe-building ideas for young adults through the growth of one-stop young adult departments, 
will increase sales per customer . . . but only if there is a constant flow of new styling to nourish this 
growth. As our own resources increase, we can do a constantly better job in meeting this need. 

To sum up, there are many factors at work pointing to the substantial long-range progress of 
Bobbie Brooks. 

Bobbie Brooks also believes that the desire of young adult women to be attractive is international 
rather than national in scope. Our styling especially for young adults, our promotional facilities and 
our techniques for production of quality apparel at moderate prices have applications in many parts 
of the world. 

During the past year, Bobbie Brooks has signed licensing agreements with companies who will 
manufacture and sell under the Bobbie Brooks label in Canada, Mexico, South Africa and Japan. 
Arrangements are now being negotiated in other countries. In addition to these licensing arrange- 
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BOBBIE BROOKS DEPARTMENT 
IN MAGASIN du NORD, 
COPENHAGEN, DENMARK 


ments, we are exporting Bobbie Brooks apparel to the Scandinavian countries and other areas. 

On a long-range basis, this program of seeking foreign business will be carried out vigorously, 
and represents a new possibility for growth. 

The Company’s acquisition of Abby Michael, Ltd., including its affiliate, Leslie Dale, Ltd., indi¬ 
cates another major road to growth and service. 

Sales of Abby Michael including its affiliate Leslie Dale, were approximately $2,325,800 during 
the fiscal year ended April 30. Abby Michael reached this volume in just five years since its founding. 
It has a strong young management. 

Operating as a semi-autonomous subsidiary but backed by the financial, promotional, styling, 
merchandising and planning resources of Bobbie Brooks, Abby Michael will be ableTo improve its 
service to retailers everywhere, with resulting increases in the sale of its products. 

As a result, its profitability is expected to complement the continuing gains anticipated in our 
own operation. 

Bobbie Brooks has always been cautious about making acquisitions, and will not make any for 
the sake of merely adding volume. Management strength of a company and the potential of both its 
products and its markets are key factors entering into any acquisition decisions by Bobbie Brooks. 

We believe that our first acquisition of another firm selling under its own brand name has pro¬ 
vided Bobbie Brooks with an excellent opportunity for progress in an allied apparel field. Management 
will continue to study other possibilities for expanding and diversifying its product lines. 

Bobbie Brooks profits have grown at an even greater pace than sales over the years. Growth in 
our opinion is worthwhile only if it improves profit potential. Many steps have been taken towards this 
end, and are expected to provide the same long-range results in the future as they have in the past. 

As in each of the 22 years since our founding, Bobbie Brooks looks to continued growth and 
progress ahead, on a sound and conservative basis emphasizing good service to dealers, product quality, 
and attractive styling tailored to the practical needs of young adult women everywhere. 
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consolidated balance sheet _ 


ASSETS 

As At 

April 30, 

1961 

As At 
April 30, 
1960 

CURRENT ASSETS 



Cash. 

$ 596,374 

$ 876,999 

U. S. Treasury Bills—At Cost. 

— 

48,829 

Accounts Receivable—Trade (Net of Sales Discounts, and an Allowance for Doubt¬ 
ful Accounts of $70,586 and $60,000 Respectively). 

5,988,926 

4,578,844 

Other Advances and Receivables. 

354,146 

142,926 

Merchandise Inventories—Note 3. 

7,402,738 

6,107,755 

Unexpired Insurance and Prepaid Expenses. 

87,979 

55,162 

TOTAL CURRENT ASSETS. 

14,430,163 

11,810,515 

CASH SURRENDER VALUE OF INSURANCE ON OFFICER’S LIFE 
(Face Amount—$1,870,160). 

165,200 

126,860 

FIXED ASSETS—at Cost Less Accumulated Depreciation and 

Amortization—Note 4. 

5,001,104 

2,310,144 

OTHER ASSETS. 

164,218 

125,128 

Total. 

$19,760,685 

$14,372,647 


The notes to financial statements are an integral part of 
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INCORPORATED AND SUBSIDIARY COMPANIES 





LIABILITIES AND CAPITAL 


CURRENT LIABILITIES 

Notes Payable to Banks. 

Long Term Debt—Portion Due Within One Year—Note 5. 

Accounts Payable—Trade. 

Accrued Liabilities. 

Reserve for Federal Income Taxes. 

Dividends Payable. 

TOTAL CURRENT LIABILITIES . 

LONG TERM DEBT— 

Notes Payable, Less Current Portion Included Above—Note 5. 

Mortgage Notes Payable, Less Current Portion Included Above—Note 5. 


CAPITAL STOCK AND SURPLUS 

Capital Stock—Note 6. 

Authorized 2,000,000 Shares—No Par Value 
Stated Value $2.00 Per Share 
Issued and Outstanding— 

April 30, 1961—1,351,609 Shares 
April 30, 1960—1,319,328 Shares 

Capital Surplus. 

Earned Surplus. 

Commitments and Estimated Capital Expenditures—Note 9 
Total. 


As At 

April 30, 

1961 

As At 
April 30, 
1960 

$ 525,000 

152,683 
4,998,502 
1,314,170 
1,224,927 
167,081 

$ - 
96,887 
4,647,992 
814,915 
1,298,545 
131,933 

8,382,363 

6,990,272 

32,002 

47,568 

2,754,887 

415,406 

2,786,889 

462,974 

2,703,218 

2,638,656 


2,179,146 

2,023,870 

3,709,069 

2,256,875 

8,591,433 

6,919,401 

$19,760,685 

$14,372,647 


this statement and should be read in conjunction therewith. 








































Consolidated Statement of Income 


For the Years Ended April 30, 1961 and 1960 


Gross Sales, Less Returns, Discounts and Allowances . . 

Cost of Goods Sold. 

Gross Profit on Sales. 

Selling, Warehouse, General and Administrative Expenses 

Other Income. 

Other Deductions—Interest Expense. 

Income before Federal Income Taxes. 

Provision for Federal Income Taxes. 

Net Income. 

Earnings Per Share. 

Average Number of Shares Outstanding. 


1961 

1960 

. $44,067,725 

$35,721,042 

. 29,456,484 

24,617,022 

. 14,611,241 

11,104,020 

10,391,174 

7,649,099 

4,220,067 

3,454,921 


48,411 

4,251,306 

3,503,332 

164,246 

51,867 

4,087,060 

3,451,465 

2,101,088 

1,799,642 

. $ 1,985,972 

$ 1,651,823 

. $ 1.47 

$ 1.35 

1,351,609 

1,227,661 


The Consolidated Statement of Income for the year ended April 30, 1960 is as previously reported and does not include 
amounts for businesses acquired in the current year on a “pooling of interests” basis. If the results of operations of these 
businesses had been included for the prior year, the following figures would have resulted: 


Sales. 

Net Income. 

Earnings Per Share—Based on 1,259,109 Average Number of Shares Outstanding After Adjustment for 
31,448 Shares Issued for Acquisitions in Year Ended April 30, 1961 . 


$37,618,320 

1,683,531 

$ 1.34 


Consolidated Statement of Capital Surplus 

For the Year Ended April 30, 1961 


Capital Surplus at Beginning of Year. 

Capital Surplus Arising from Acquisitions—Notes 1,2. 

Excess of Option Price over Stated Value of Capital Stock issued Under Stock Option Plan 


$ 2,023,870 
142,869 
_ 12,407 

$ 2,179,146 


Consolidated Statement of Earned Surplus 

For the Year Ended April 30, 1961 


Earned Surplus at Beginning of Year. 

Earned Surpluses as at May 1, 1960 of Businesses Acquired on a “Pooling of Interests” Basis:—Notes 1, 2 

Net Income. 

Cash Dividends Paid or Declared ($.44 Per Share—based on average number of shares outstanding during year) 
Earned Surplus at End of Year. 


$ 2,256,875 
62,130 
2,319,005 
1,985,972 
4,304,977 
595,908 

$ 3,709,069 


The notes to financial statements are an integral part of these statements and should be read in conjunction therewith. 
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Notes to Consolidated Financial Statements 

As at April 30, 1961 


1. Principles of Consolidation 

The consolidated financial statements include the 
accounts of the Company and all subsidiaries. All 
subsidiaries are wholly owned. Material intercom¬ 
pany items and transactions have been eliminated 
in consolidation. 

The assets, liabilities and earned surplus accounts 
of businesses acquired during the year on a “pooling 
of interests” basis have been carried forward in the 
consolidated financial statements at the amounts 
appearing on the books of the “pooled” companies. 
The income accounts of these companies have been 
included in the consolidated income statement for 
the entire year 1961. The excess of the stated value 
of the capital stock and capital surplus of the 
businesses acquired over the stated value of the 
stock issued in exchange for the stock or net assets 
of these companies has been credited to consoli¬ 
dated capital surplus. 

2 . Acquisitions 

In April, 1961 the Company acquired the out¬ 
standing stock of The Kelley Avenue Corporation 
and the net assets of Abby Michael, Ltd. and Leslie 
Dale, Ltd. in exchange for 31,448 shares, in the 
aggregate, of Bobbie Brooks, Incorporated. The 
acquisitions were on a “pooling of interests” basis. 
The Kelley Avenue Corporation was the owner of 
real estate in Cleveland, Ohio occupied by the Com¬ 
pany. Abby Michael, Ltd. and Leslie Dale, Ltd. 
were affiliates of each other and were engaged pri¬ 
marily in the manufacture of women's sportswear. 


3 . Merchandise Inventories 

Merchandise Inventories, stated at the lower of 
cost or market, consist of the following: 



April 30, 

April 30, 


1961 

1960 

Raw Materials .... 

. . . $ 3,347,013 

$ 2,946,411 

Work in Process . . . 

. . . 1,678,946 

1,089,126 

Finished Goods . . . 

. . . 2,376,779 

2,072,218 


$ 7,402,738 

$ 6,107,755 


4 . Fixed Assets 


Fixed Assets are summarized as follows: 



April 30, 

April 30, 


1961 

1960 

Land. 

$ 574,438 

$ 49,523 

Buildings. 

3,128,212 

649,451 

Construction in Progress. . . 


350,000 

Machinery and Equipment . . 

2,270,712 

1,368,826 

Automobiles. 

39,904 

25,871 

Leasehold Improvements . . 

266,622 

715,077 

Total Cost. 

6,279,888 

3,158,748 

Less: Accumulated Depreci¬ 
ation and Amortization . 

1,278,784 

848,604 


$ 5,001,104 

$ 2,310,144 


Provision for depreciation and amortization 
amounted to $480,040 in the year ended April 30, 
1961 and $239,707 in the preceding year. 

Upon acquisition of The Kelley Avenue Corpora¬ 
tion (Note 2) certain items previously classified as 
leasehold improvements were reclassified as build¬ 
ings and machinery and equipment. 


5 . Long Term Debt 


Long Term Debt consists of the following: 


Mortgage Notes 

Notes Payable . 
Notes Payable . 


Rate of 
Interest 

Maturity 

Portion 

Due Within 

One Year 

Portion 
Due After 
One Year 

4%—6% 

Dec. 10, 1965- 
Apr. 12, 1976 

$ 137,191 

$ 2,754,887 

None 

July 1, 1962 

6,000 

1,500 

6% 

Feb. 1, 1965 

9,492 
$ 152,683 

30,502 
$ 2,786,889 


6 . Capital Stock 

Reference is made to Note 2 with regard to stock 
issuances in connection with acquisitions during the 
year. The changes in the number of outstanding 
shares are as follows: 


Number of Shares Outstanding May 1, 1960 . . 1,319,328 

Issued for Acquisitions—Note 2. 31,448 

Exercise of Options under Employees’ 

Restricted Stock Option Plan. 833 

Total—April 30, 1961 . 1,351,609 






















































The financial statements, as at April 30, 1961, 
reflect as issued the shares authorized for issuance 
in exchange for the assets of Abby Michael, Ltd. 
and Leslie Dale, Ltd. The actual issuance of such 
shares is subject to final approval of a pending 
additional listing application with the New York 
Stock Exchange. 

7 . Restricted Stock Option Plan 

The Company is authorized to grant restricted 
stock options to certain directors, officers and 
employees of the Company to purchase not more 
than 84,316 shares of its stock at 85 percent of the 
fair market value on the date of grant. After one 
year from the date of grant the options become 
cumulatively exercisable to the extent of one-third 
thereof every two years and expire at the end of the 
seventh year. As at April 30, 1961 options granted 
under plans adopted January 14, 1960 and March 
24, 1961 amounted to 35,316 shares at prices rang¬ 
ing from $16,895 to $37.51 with an aggregate option 
price of $609,659. From May 1, 1961 through June 
5, 1961 additional options for 14,050 shares were 
granted at prices ranging from $38.25 to $41.87 
with an aggregate option price of $556,260. 

The Company has not made any charges to in¬ 
come, nor will it make any charges against future 
income, with respect to the options. 


8 . Employees’ Pension Fund 

The Company has in operation voluntary non¬ 
contributory pension plans for certain salaried and 
commission basis employees. The plans provide for 
normal retirement at age 65 and participating 
employees have vested rights to the full benefits of 
the plans after two years of employment in the case 
of employees on a commission basis and after ten 
years in the case of salaried employees. Past service 
credit is provided for in the plan covering salaried 
employees. Past service liability as at April 30, 1961 
amounted to $189,254 and is provided for by pay¬ 
ments in thirty equal annual installments. The costs 
of the plans for the years ended April 30, 1961 and 
April 30, 1960 were respectively $213,146 and 
$181,600. 

9. Commitments and Estimated 

Capital Expenditures 

The Company is lessee under nine long term 
leases which expire between 1964 and 1975. These 
provide for aggregate average annual rentals of 
approximately $160,000 plus in certain instances, 
real estate taxes and other expenses. Four of the 
leases, having aggregate average annual rentals of 
approximately $78,000, contain options for the 
Company to acquire the properties. 

Capital expenditures currently contemplated by 
management are not material in amount. 


CLARENCE RA1NESS & CO. 

Certified Public Accountants 


To the Shareholders 
Bobbie Brooks , Incorporated 

We have examined the Consolidated Balance Sheet of Bobbie Brooks, Incorporated and Subsidiary Companies as at 
April 30, 1961 and the related Consolidated Statements of Income, Capital Surplus, and Earned Surplus for the year then 
ended. Our examination was made in accordance with generally accepted auditing standards, and accordingly included 
such tests of the accounting records and such other auditing procedures as we considered necessary in the circumstances. 

In our opinion, the accompanying Consolidated Balance Sheet and Consolidated Statements of Income, Capital Surplus, 
and Earned Surplus present fairly the consolidated financial position of Bobbie Brooks, Incorporated and Subsidiary 
Companies as at April 30, 1961 and the consolidated results of operations for the year then ended, in conformity with 
generally accepted accounting principles consistently applied. 


New York, N. Y. 
June 29, 1961 


CLARENCE RAINESS & CO. 









Ten-Year Financial Summary *** 

Years Ended April 30, 


Results 



1952 

1953 

1954 

1955 

1956 

1957 

1958 

1959 

1960 

1961 

Net Sales 

$9,843,500 

12,069,400 

13,576,900 

14,365,900 

16,827,500 20,912,800 22,341,500 25,014,600 35,721,000 44,067,700 

Earnings Before Income Taxes 

297,200 

356,400 

466,200 

504,400 

619,900 

1,233,900 

1,284,100 

2,133,400 

3,451,400 

4,087,100 

Provision For Income Taxes 

161,700 

198,600 

261,400 

258,500 

330,200 

652,200 

655,900 

1,104,500 

1,799,600 

2,101,100 

Earnings After Income Taxes 

135,500 

157,800 

204,800 

245,900 

289,700 

581,700 

628,200 

1,028,900 

1,651,800 

1,986,000 

Net Earnings Percentage 
of Sales 

1.38% 

1.31% 

1.51% 

1.71% 

1.72% 

2.78% 

2.81% 

4.11% 

4.62% 

4.51% 

Year-End Position 

Current Assets ! 

$2,451,100 

2,882,000 

3,046,600 

3,477,100 

5,089,800 

6,127,700 

5,104,800 

7,044,000 

11,810,500 

14,430,200 

Current Liabilities 

1,636,900 

2,272,200 

2,264,300 

2,601,700 

4,202,400 

4,844,100 

3,504,400 

3,758,700 

6,990,300 

8,382,400 

Working Capital 

814,200 

609,800 

782,300 

875,400 

887,400 

1,283,600 

1,600,400 

3,285,300 

4,820,200 

6,047,800 

Current Ratio 

1.5 

1.3 

1.4 

1.3 

1.2 

1.3 

1.5 

1.9 

1.7 

1.7 

Property, Plant, Equipment— 
Gross 

375,800 

446,100 

519,400 

634,600 

1,009,300 

1,147,800 

1,567,300 

1,739,100 

3,158,700 

6,279,900 

Accumulated Depreciation 
& Amortization 

127,400 

168,600 

218,100 

301,700 

342,200 

428,600 

532,100 

627,200 

848,600 

1,278,800 

Property, Plant, Equipment— 
Net 

248,400 

277,500 

301,300 

332,900 

667,100 

719,200 

1,035,200 

1,111,900 

2,310,100 

5,001,100 

Long Term Debt 

— 

700,000 

600,000 

500,000 

565,600 

451,900 

485,700 

381,400 

463,000 

2,786,900 

Preferred Stock Outstanding 

— 

— 

— 

— 

— 

— 

100,000 

— 

— 

— 

Common Shareholders’ Equity 

1,136,700 

302,500* 

513,500 

745,000 

1,034,500 

1,616,000 

2,138,700 

4,168,200 

6,919,400 

8,591,400 


Per Common Share** 


Earnings After Income Taxes 

.13 

.15 

.20 

.24 

.28 

.57 

.62 

.96 

1.35 

1.47 

Working Capital 

.80 

.60* 

.77 

.86 

.87 

1.26 

1.57 

3.07 

3.93 

4.47 

Common Shareholders’ Equity 

1.12 

.30* 

.50 

.73 

1.01 

1.59 

2.10 

3.90 

5.64 

6.36 

Average Number of Common 
Shares Outstanding (Adjusted) 

1,019,328 

1,019,328 

1,019,328 

1,019,328 

1,019,328 

1,019,328 

1,019,328 

1,069,328 

1.227,661 

1,351,609 


*On April 30, 1953, the Company purchased 50 % of the then outstanding Capital Shares for $992,000. 

** Based on average number of shares outstanding each period retroactively adjusted for the recapitalization 
of January 12, 1959 and the two-for-one stock split effective February 26, 1960. 

***The Financial Summaries for years prior to year ended April 30, 1961 have not been revised to include businesses acquired 
by Bobbie Brooks, Incorporated in the year just ended on a “pooling of interests” basis. 
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shirt, slim skirt, cardigan sweater and pants = 6 outfits 



add a slipover sweater=15 outfits 




Wardrobe Magic 



A young adult woman selects a Bobbie 
Brooks color she likes. Many different types 
of apparel then are available to her in 
matching color. By buying several basic 
Bobbie Brooks pieces, and wearing them 
in different combinations, she enjoys a 
wardrobe of “go-togethers” suitable for 
any day-time, play-time or date-time occa¬ 
sion. By adding other garments in the 
same color, at a small additional cost, she 
can greatly increase the variety of apparel 
combinations in her wardrobe. We call this 
program “Wardrobe Magic,” a term copy¬ 
righted by Bobbie Brooks. The magic lies 
in the fact that the Bobbie Brooks custo¬ 
mer seems to have a different outfit for 
almost every time she goes out. Almost 
everything she owns can go together with 
something else that she owns, or will buy 
in the future. Each additional piece then 
gives the Bobbie Brooks girl a big jump in 
the total number of outfits available for 
her use . . . as illustrated in the diagram 
on this page. 

Young adults following the Bobbie 
Brooks program of “go-togethers” gradual¬ 
ly add new color-matched items over a 
period of time. “Wardrobe Magic” thus 
means constant repeat business for stores 
selling Bobbie Brooks apparel, and con¬ 
tinuing sales progress for Bobbie Brooks. 




















































